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LETTER TO OUR SHAREHOLDERS 


This Annual Report to you, our stockholders, is the forty-fifth since the Company’s incorpora¬ 
tion. In it we report upon the consolidated operating results of the Company and its two wholly 
owned subsidiaries for the year 1956, and upon their financial condition at December 31, 1956. 
The relative financial statements will be found on pages 7, 8, and 9. 

The years 1955 and 1956 have been ones of unusual activity in our modernization, enlarge¬ 
ment, and new store program. More than $30,000,000 has been expended in the two years for 
these purposes. The reflection in earnings, as a result of this program, is long range rather than 
current. Stores undergoing modernization and enlargement invariably show temporary sales and 
profit declines and it usually requires some months of new store operation to absorb the substantial 
pre-opening costs. Our new store program for 1957 is greater than for 1956. We believe the 
results of recent year capital expenditures will be reflected to a greater degree in increased earnings 
in the future than has been true to date. 

Sales volume for 1956 again exceeded any prior corresponding period. Volume for the year of 
the consolidated companies amounted to $366,355,381 for an increase of $11,704,753 or 3.3% 
over 195 5. Sales did not equal our early year expectations, being affected by factors beyond our 
control in some areas of great importance to us. 

The net profit for 1956 of the consolidated companies was $14,347,156 or $2.60 per share. 
This is an increase of $464,621 over the year 1955 or 8c per share. We feel this to be a quite 
satisfactory result in view of the construction program and those costs allied with it. 

During 1956 we modernized and/or enlarged 44 stores, opened 28 new stores, and reopened 
4 stores temporarily closed for rebuilding, for a combined capitalized cost of $17,214,551. There 
were 676 stores in operation at December 31, 1956 as compared with 673 a year earlier. Shopping 
centers with their adequate parking facilities continue to provide the greatest opportunity for 
expansion and improvement of your Company’s competitive position. All of the new stores opened 
in 1956 were in such centers. 

The strength of a corporation lies in the ability, integrity, and effort of the men and women 
who make up its personnel. We recognize that each day their decisions, their relationships with 
our customers, their cooperation with each other, all combined with their efforts, establishes the 
Company’s reputation as a satisfactory and effective distributor of merchandise. To this group of 
approximately 35,000 people, we wish to acknowledge our indebtedness. Their loyalty and 
effort is of great importance to your Company and deeply appreciated. 

Our suppliers of merchandise have, through another year, contributed generously of their 
skill and effort to create satisfied customers for us. We have, we believe, developed a relationship 
of mutual faith and fair dealing with those from whom we have bought. To this group also we 
acknowledge our gratefulness. 

We enter 1957 with the knowledge that in 195 5 and 1956 we have aggressively prepared to 
meet the challenge of keen competition. We are offering a broader line of merchandise in larger, 
brighter, better equipped and better located stores than ever before. The prospects for the year 
ahead cannot be clearly foreseen. Yet we believe that we have prepared, and are continuing to fur¬ 
ther prepare, your Company to obtain an adequate and profitable share of the available business 
in lines of merchandise we are equipped to handle. 


By Order of the Board of Directors 



Chairman of the Board 





President 
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$22,250,711 or 6.27% of sales. These costs per 
share of stock were $4.16 for 1956 and $4.03 for 
195 5. Our costs for real estate taxes have been some¬ 
what constant in recent years, with a rising cost for 
those of a personal property nature. The majority of 
our new stores being in shopping centers have real 
estate taxes covered and paid by us in the form of rent. 

We have provided $13,460,000 for United States 
and Canadian income taxes for 1956. This figure is an 
increase of $260,000 over the provision for 195 5. 
There has been no change in rates in either the United 
States or Canada during the year. We have, both in 
the United States and Canada, taken advantage of the 
provisions of the law permitting accelerated deprecia¬ 
tion of certain fixed assets. 

Your Company is not only an important taxpayer, 
but is also called upon to act as a government agent 
and held responsible for the collection from customers 
and employees of a large number of substantial tax 
levies wnich fall generally in the category of sales and 
excise taxes and withholding taxes. The sizeable costs 
of collection which the Company pays in the form of 
salaries and wages, and for which we receive only 
token compensation, if any, might, if determinable, 
rightfully be added to our direct tax costs. Too, the 
liability involved in any inadvertent under-collection 
of these taxes cannot be ignored. 

We are continuing to give close attention to control 
of all items of expense. During 1956 there were 92 
stores converted to check-out operation, making the 
total 158 at December 31, 1956. Another 60 to 80 
stores are scheduled for similar conversion in 1957. 
Research projects are being carried on in other phases 
of store operation with a view toward improving our 
merchandise assortments, our service to the customer, 
and reducing costs. 

CANADA: 

Our operations in Canada are being expanded as 
opportunities permit and with the growth of the econ¬ 
omy of that country. Five new stores were opened 
there during 1956, bringing the total number to 82. 

The results of operations in Canada for 1956 were 
very satisfactory. The natural resources and stable 
government in Canada provide a background for an 
above average growth in population and in the econ¬ 
omy of the country. It is reasonable to look forward, 
over the years, to an even greater contribution by this 
company. 

The accounts of the Canadian subsidiary company 
included in the accompanying financial statements 
have been converted to U. S. dollars at par, except for 



the fixed assets and long term liabilities which have 
been converted to U. S. dollars at the appropriate ex¬ 
change rates at dates acquired or incurred, respectively. 

DIVIDENDS AND RETAINED EARNINGS: 

The Company distributed in 1956 in the form of 
cash dividends $1.60 per share of the $2.60 earned, 
or 62%. Quarterly payments of 40^ were made in 
March, June, September, and December. The 1956 
dividends were identical with those in 195 5 when 
they equalled 64% of net earnings. 

STORES: 

During 1956 we opened 28 new stores in substan¬ 
tial neighborhood or regional shopping centers. Four 
stores which were closed in 1954 and 195 5 were re¬ 
opened in new or modernized buildings during 1956. 
Five of the 28 new stores were located in Canada. We 
also extensively modernized and/or enlarged 44 loca¬ 
tions during the year. This new store ana moderniza¬ 
tion program was the largest ever attempted by the 
Company in a single year. 

Business districts rarely remain static, but rather 
attract either more or less business based upon a num¬ 
ber of factors often beyond the retailers’ control. In 
recent years, the advent of the shopping center has 
had varying adverse effects on downtown and neigh¬ 
borhood stores within the same general area. We have 
found it desirable to close some stores in sections 
where prospects were discouraging. It is with reluc¬ 
tance that we close a store and only after a thorough 
survey indicates little likelihood of profitable opera¬ 
tion. During 1956, we closed 26 stores generally for 
this reason. One store was closed so that it could be 
housed in a new building currently under construction 
in the same location. Adjoining stores at two locations 
were consolidated into single operations as we have 
done at other locations in numerous instances in 
recent years. 

At December 31, 1956 we were operating 676 
stores or 3 more than at the end of 195 5. There were 
594 stores in the United States and 82 in Canada. The 
increase of 3 is the first increase in the store count 
since 1952. Undue significance should not be given 
to that fact, however, as we are seeking profitable 
operation rather than store count or sales volume. 

The year 1957 will show a contraction in our ex¬ 
penditures for modernization and enlargement of 
resently operating stores. The new store program is, 
owever, more extensive than that of any recent year. 
The majority of new stores planned are in shopping 
centers where their construction is not within your 
Company’s control. The present tight money market 
will, undoubtedly, have an effect on our program. 
Further comment upon our plans are set forth on the 
inside of the back cover. 

WORKING CAPITAL: 

We continue with a satisfactory working capital 
position at the end of 1956 even though it is not as 
large as at the end of 195 5. The excess of current 
assets over current liabilities is $67,509,082 to com¬ 
pare with the 195 5 figure of $72,210,760. The reduc¬ 
tion between year ends relates substantially to the new 
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store and modernization program, upon which we 
comment later under Fixed Assets and for which we 
borrowed in 195 5. Cash and government bonds at 
the year end totaled $48,423,041 or $8,134,627 less 
than at the end of last year. 

Merchandise inventories at $5 3,82 5,004 exceed 
those of a year ago by $1,906,374. When related to 
sales volume, these inventories are equivalent to 
14.69%, while those at the end of 195 5 were equal 
to 14.64% of the sales of that year. The number of 
square feet of floor space devoted to merchandise 
display increased by more than 7% during 1956. 

Merchandise inventories in the stores were valued by 
what is commonly described as the ’’Retail Method,” 
recognizing such reductions in value as had occurred 
since the merchandise was purchased. At the year end 
all inventories were valued at cost or market, which¬ 
ever was lower. Our method of valuation gives recog¬ 
nition to a need for a fair margin of selling expense 
and profit. 

FIXED ASSETS: 

Our expenditures for capital account in 1956 ex¬ 
ceeded the expenditures of any prior year. Net capital 
outlay for 1956 amounted to $17,214,551, exceeding 
that of 195 5 by $4,228,784. Although we opened 28 
new stores in shopping centers during the year, the 
largest portion of 1956 capital expenditures related 
to the 4 stores reopened after construction of new 
buildings and our modernization and enlargement 
program. Shopping center locations are almost in¬ 
variably in leased properties and usually our capital 
investment is confined to the store’s fixtures. 

The anticipated construction program for 1957 is 
outlined in some detail on the inside of the back cover 
of this report. We look forward to a larger number of 
new stores than that in any year since 1930. 

Although modernization of existing stores is a con¬ 
tinuing necessity, the program of 1956 eliminated to 
a substantial degree the accumulation of required work 
developed from the expansion of the Company in the 
late 1920’s and the war period when priorities pre¬ 
vented our engaging in this work. We can now look 
forward to a more normal demand upon our funds for 
this purpose. 

The relationship of fixed assets to total assets at the 
end of 1956 was 57.07%. This figure compares with 
53.72% at the end of 1955. The percentage has gen¬ 
erally been rising each year since 1945, following a 
number of years of decline. We are not likely to see 
further important rises in view of our reduced demand 
for modernization. 

Provision for depreciation of owned property and 
amortization of improvements on leased properties 
were charged against earnings of the year at rates 
identical with 195 5. The charge against 1956 opera¬ 
tions amounted to $6,671,308 and was $664,433 over 
the prior year. This increase reflects the substantial 
capital expenditures of the past two years. 

We have again, in making our provision for United 
States Federal and Canadian income taxes, taken ad¬ 
vantage of the accelerated depreciation provisions in 
the respective laws. Such accelerated depreciation has 
not been recorded on the books. 
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CURRENT LIABILITIES: 

Our current liabilities at December 31, 1956 totaled 
$35,754,203. The corresponding figure at the end of 
195 5 was $37,374,038. The reduction relates princi¬ 
pally to a reduction in liability for merchandise in 
transit to the stores and the amount owing for income 
taxes. 

LONG TERM INDEBTEDNESS: 

The borrowing of $20,000,000 from the Bankers 
Trust Company in New York and from the National 
Bank of Detroit at an average rate of 3.09% was re¬ 
ported to you a year ago, as were the terms of repay¬ 
ment beginning with $ 1,000,000 on January 15, 1958. 
Such funds as have not been currently required have 
been invested in government securities. The low inter¬ 
est rate on the loan and the current high rate on gov¬ 
ernment securities has meant a minimum cost for 
these funds. 


PENSION RETIREMENT PLAN: 

As of January 1, 1956 certain changes in the retire¬ 
ment pension plan of the Company became effective. 
The most important alteration was to substitute a par¬ 
tially trusteed and partially insured plan for what had 
formerly been substantially a wholly insured plan. It is 
proposed that funding under the revised plan w'ill be 
subject to periodic review by competent actuaries. 

Such a review was made by actuaries in 1956 and 
indicates that past service for eligible employees is 
adequately funded at this time. Prospective costs under 
the revised plan indicate a cost no higher than the 
former insurance contract. 

We have absorbed the cost of the final past service 
payment under the 1951 revision of the plan in the 
accounts of 1956. 


STOCKHOLDERS EQUITY: 

The stockholders equity in the Company amounted 
to $34.85 per share at December 31, 1956. There was 
added during the year $5,518,561 representing the 
difference between earnings of $2.60 per share and 
the cash dividend of $1.60 per share. 
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INCOME AND INCOME RETAINED 


S. S. KRESGE COMPANY 

AND SUBSIDIARY COMPANIES 

CONSOLIDATED STATEMENT OF INCOME AND INCOME RETAINED FOR USE IN THE 
BUSINESS FOR THE YEARS ENDED DECEMBER 31, 1956 AND 1955 


Sales. 

Interest income. 

Cost of merchandise sold and operating, general and admin¬ 
istrative expenses, less income from rentals. 

Taxes—other than U. S. and Canadian income taxes. 

Depreciation and amortization. 

Interest expense. 

Net miscellaneous expense. 


Estimated U. S. and Canadian income taxes. 

Net income for the year. 

Income retained for use in the business at beginning of year... 

Cash dividends paid—$1.60 a share. 

Income retained for use in the business at end of year. 


19 5 6 

$366,355,381 

419,179 

$366,774,560 

$321,764,240 
9,471,685 
6,671,308 
754,300 
305,871 
$338,967,404 
$ 27,807,156 
13,460,000 
$ 14,347,156 
131,379,873 
(8 ,828,595 ) 
$136,898,434 


1955 

$354,650,628 

295,532 

$354,946,160 

$311,910,753 
9,050,711 
6,006,875 
618,875 
276,411 
$327,863,625 
$ 27,082,535 
13,200,000 
$ 13,882,535 
126,325,933 
(8,828,59 5) 
$131,379,873 


February 11, 1957 

TO THE STOCKHOLDERS OF 
S. S. KRESGE COMPANY: 

In our opinion, the accompanying consolidated statements and notes present fairly the financial position of S. S. Kresge 
Company and its subsidiary companies at December 31, 1956, and the results of their operations for the year, in conformity 
with generally accepted accounting principles applied on a basis consistent with that of the preceding year. Our examination 
of these statements was made in accordance with generally accepted auditing standards, and accordingly included such tests 
of the accounting records and such other auditing procedures as we considered necessary in the circumstances. 

PRICE WATERHOUSE & CO. 

Certified Public Accountants 
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CONSOLIDATED BALANCE SHEET 



(A) Canadian Subsidiary Company: 

The net assets of the Canadian subsidiary company amounted to approximately 18% of the consolidated net assets. 


NOTES TO FINANC 


(B) Pensions: 

As of January 1, 1956, the parent company revised its contributory pension plan, changing the basic method of funding from a 
Group Annuity Contract to a Pension Administration Contract with an insurance company supplemented by a fund deposited with a 
bank as trustee. 

The past service liability was determined by independent actuaries to be fully funded as of January 1, 1956. Accordingly, past service 
costs of $302,000 deferred as of December 31, 1955 were charged against income in 1956. 































DECEMBER 3 1, 1 9 5 6 AND 1955 
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Y COMPANIES 






' LIABILITIES 

19 5 6 

1955 

Current Liabilities: 



Accounts payable — trade. 

$ 11,577,958 

$ 12,577,369 

Accrued taxes, payrolls, expenses and other accounts payable... 

13,300,615 

12,613,485 

Estimated U. S. and Canadian income taxes. 

10,522,353 

11,763,916 

Estimated public liability and compensation claims. 

353,277 

419,268 


$ 35,754,203 

$ 37,374,038 

long Term Debt: 



Notes payable and bank loan. 

$ 20,000,000 

$ 20,000,000 

Real estate mortgages . 

2,968,545 

2,890,789 


$ 22,968,545 

$ 22,890,789 

‘ STOCKHOLDERS’ EQUITY: 



Capital Stock 

Authorized 10,000,000 shares at $10 par value 

Issued 5,517,872 shares . 

$ 55,178,720 

$ 55,178,720 

Excess of proceeds received from the sale of treasury shares 
over the cost thereof. 

224,412 

224,412 

Income retained for use in the business, statement attached . 

136,898,434 

131,379,873 


$192,301,566 

$186,783,005 


$251,024,314 

$247,047,832 




IAL STATEMENTS 



(C) Long Term Debt: 

The note purchase agreement whereby the parent company borrowed $15,000,000 is due at various dates to 1975 with interest 
at 3 >6% and restricts the payment of dividends (other than stock dividends) and the purchase, redemption or retirement of shares of 
the company’s stock. At December 31, 1956 income retained for use in the business was approximately $20,200,000 in excess of the 
amount so restricted. The bank loan agreement whereby the parent company borrowed an additional $5,000,000 is payable $1,000,000 
a year commencing January 15, 1958 with interest at 3%. 

(D) Depreciation: 

The parent company and the Canadian subsidiary continued to provide depreciation at accelerated rates for U. S. and Canadian 
income tax purposes, resulting in net income for 1956 being increased by approximately $844,000. 

(E) Commitments: 

The aggregate minimum amount of rentals for the year ending December 31, 1957 on all real property now leased to the company 
and its subsidiaries will approximate $11,250,000. The leases for the most part also provide for payment by the lessee of taxes, repairs 
and insurance. 
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One-stop shopping 


Wider selections and wider 
winning greater popularity for 


price ranges 
Kresge stores 


In keeping pace with merchandising progress—and 
in many instances actually setting the pace—Kresge 
stores have reached new heights in their service to 
the public. Not only in size, appearance and shop¬ 
ping facilities, but also in greatly expanded merchan¬ 
dise assortments and wider price ranges, your new 
stores today are a distinct departure from Kresge 
stores of even a few years ago. 

The first step in this expanded merchandising pro¬ 
gram was taken when Kresge "5 and 10”s added 
articles priced up to 25c. Then in 1920, came more 
lines of goods costing up to $1.00. Since 1945, there 
has been a continuous widening of quality merchan¬ 
dise selections and price ranges. 

Kresge Stores Are Family Favorites 

Today more families depend upon Kresge stores than 
ever before. They find in Kresge’s * 'one-stop” shop¬ 
ping, selections of merchandise suitable for every 
member of the family, for every room in the house, 
for almost every personal preference. 

According to a survey, more than half the women 
interviewed considered variety in merchandise one 
of the major reasons for their preference for a par¬ 
ticular store. This explains in part the growing popu¬ 
larity of Kresge stores. 

Let us look in on one of Kresge’s modern depart¬ 
ment-type stores and see just how far your Company 
has gone to provide the widest possible selection of 
quality merchandise. 

Mothers and daughters can be completely outfitted 
with attractive wearing apparel, including lingerie 
and other smart style items. Dads and sons will find 
almost everything they need in excellent quality 
men’s and boys’ apparel. Infants wear and supplies 
are on display in abundance. Lovely boxed gifts, and 
distinctive jewelry items, meet every occasion. 


Household goods, including draperies, curtains and 
blankets — electric lamps, electric appliances and 
radios — rugs and porch furniture — all invite the 
public’s inspection. At many Kresge stores, power 
lawn mowers first became available in 1956. 

Kresge luncheonettes, too, are experiencing a nota¬ 
ble advance in features and variety. Under the super¬ 
vision of H. A. Siegel, they provide a wider selection 
of snacks as well as complete dinners, and offer the 
most efficient service and accommodations. To add 
further to the popularity of these busy luncheonettes, 
a special test kitchen is in operation at Company 
headquarters in Detroit, developing new menus and 
recipes, and providing expert personnel training. 

Merchandise Department Has Exacting Schedule 

The vast, efficient merchandise department, under 
the supervision of vice-president and director H. J. 
Liverance, carries the responsibility of anticipating, 
supplying and stimulating the public’s desires for 
Kresge’s wider varieties of merchandise. This depart¬ 
ment is composed of five specialized departments, 
each of which has an important part in your Com¬ 
pany’s over-all program of merchandising. 

1 — The Sales Department 

An aggressive staff of sales specialists, headed by 
H. B. Cunningham, a Company director, is constantly 
seeking ways and means to boost sales volume in all 
Kresge stores. The advertising section as well as the 
display and merchandise study group work in close 
harmony on all phases of sales promotion. New store 
layouts are prepared in the sales department with an 
eye to the most effective displays and highest sales 
potential. Here, too, all stores are kept constantly 
posted on merchandise and sales trends through regu¬ 
lar sales bulletins and special promotional data. 











2 —The Traffic Department 

To see that each Kresge store receives its merchan¬ 
dise promptly, safely and economically is the func¬ 
tion of the traffic department, under H. E. Chapman. 
This department is in constant touch with all forms 
of transportation; and its close check on current 
costs is reflected in the low cost distribution of 
Kresge merchandise. 

3 —The Import Department 

Although imports are a very small part of total 
sales, there is always a demand for certain items not 
readily available in the United States. The import 
department, supervised by William Wolfle, is in con¬ 
stant touch with Kresge representatives overseas to 
see that your stores have the import items most 
wanted by Kresge customers. 

4 —The Kresge Warehouse 

Located at Fort Wayne, Indiana, a strategic site for 
all-round service to Kresge stores, this huge, modern 
warehouse, managed by K. M. Brantley, handles a 
growing percentage of all merchandise shipments. 
It has the latest mechanical and automatic facilities 
for the most efficient receiving, storing and distrib¬ 
uting of all types of merchandise. 

5 —The Buying Staff 

The 23 specialized buyers who comprise your Com¬ 
pany’s buying staff are divided into two groups. 


Group 1, under H. E. Mertins, divisional merchan¬ 
dise manager, is concerned chiefly with ’’hard” line 
goods such as hardware, toys, electrical appliances, 
notions, kitchenware, pictures and frames. Group 2, 
headed by A. S. McCall, divisional merchandise man¬ 
ager, handles "soft” line items which include dry 
goods, hosiery, jewelry, millinery, gloves, and wear¬ 
ing apparel. 

All Kresge buyers make frequent trips to New 
York and other markets, making careful, expert • 
selections of the items. Oftentimes, buyers personally 
inspect the actual manufacture of the goods, and 
place orders directly at the factories. The experience 
of Kresge buyers assures your stores the largest and 
most timely varieties of quality merchandise, to sell 
at the lowest possible prices. 

Quality Always a "Must" 

Naturally, large variety is not the only feature of 
Kresge’s expanding merchandise activities. Quality 
is always essential. For that reason, your Company 
conducts an extensive testing program. This proce¬ 
dure may include laboratory or actual service tests, 
comparisons, sample room analyses, or any other 
method considered necessary to assure adherence to 
Kresge standards of quality. 

Future expansion of quality merchandise selec¬ 
tions will continue to keep pace with the public’s 
steadily rising standard of living. Thus your Com¬ 
pany looks forward to ever-widening markets, with 
the resultant increase in sales volume. 


HELPING KRESGE STORES WIN GREATER POPULARITY 



These Kresge men direct your Company's extensive merchandising program. Left to right: H. A. Siegel, director of food departments; William Wolfle, 
manager of the import department; H. E. Chapman, director of the traffic department; H. E. Mertins, divisional merchandise manager, who heads the 
buyers of "hard" line merchandise; H. J. Liverance, Company vice-president and director, and general supervisor of the entire merchandising program; 
A. S. McCall, divisional merchandise manager, in charge of buyers of "soft" line merchandise; H. B. Cunningham, Company director and sales manager. 
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EAR FINANCIAL SUMMARY 


1956 

1955 

1954 

1953 

FINANCIAL OPERATIONS 





Sales to Customers. 

$366,355,381 

$354,650,628 

$337,913,670 

$337,299,151 < 

Number of Stores in Operation 





December 31. 

676 

673 

690 

692 

United States. 

594 

596 

616 

621 

Canada. 

82 

77 

74 

71 

Net Income 





Per Share. 

$ 2.60 

$ 2.52 

$ 2.24 

$ 2.40 

Per Sales Dollar. 

.0392 

.0391 

.0365 

.0393 

Cash Dividends. 

$ 8,828,595 

$ 8,828,595 

$ 9,932,170 

$ 11,035,744 | 

Amount Per Share. 

1.60 

1.60 

1.80 

2.00 

Per Sales Dollar. 

.0241 

.0249 

.0294 

.0327 

i 

Provided for United States Federal and 




i 

Canadian Income Taxes. 

$ 13,460,000 

$ 13,200,000 

$ 11,089,600 

$ 13,380,400 , 

Taxes—Other than United States Federal 





and Canadian Income Taxes. 

$ 9,471,685 

$ 9,050,711 

$ 8,823,507 

$ 8,402,518 

Taxes of All Kinds—Per Share. 

$ 4.16 

$ 4.03 

$ 3.61 

$ 3.95 

FINANCIAL CONDITION 




1 

Cash and Government Bonds. 

$ 48,423,041 

$ 56,557,668 

$ 39,157,077 

$ 48,586,105 

Excess of Cash and Government Securi¬ 





ties over Current Liabilities. 

$ 12,668,838 

$ 19,183,630 

$ 6,847,580 

$ 13,875,610 

Long Term Debt. 

$ 22,968,545 

$ 22,890,789 

$ 3,061,726 

$ 3,148,604 

Inventories of Merchandise. 

$ 53,825,004 

$ 51,918,630 

$ 46,649,111 

$ 46,807,326 - 

% to Sales. 

14.69% 

14.64% 

13.81% 

13.88% 

Net Working Capital. 

$ 67,509,082 

$ 72,210,760 

$ 54,421,082 

$ 61,564,764 , 

Ratio of Current Assets to 





Current Liabilities. 

2.89 to 1 

2.93 to 1 

2.68 to 1 

2.76 to 1 

Plant and Equipment Additions less 





Retirements. 

$ 17,214,551 

$ 12,985,767 

$ 14,834,962 

$ 9,721,962 

Percentage of Fixed Assets to Total 





Assets. 

57.07% 

53.72% 

57.91% 

53.45% 
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1952 

1951 

1950 

1949 

1948 

$326,418,036 

$310,977,586 

$294,838,953 

$288,666,322 

$289,119,715 

695 

690 

694 

702 

700 

627 

624 

628 

636 

636 

68 

66 

66 

66 

64 

$ 2.56 

$ 2.70 

$ 3.46 

$ 3.25 

$ 4.00 

.0433 

.0480 

.0648 

.0622 

.0763 

$ 11,035,744 

$ 11,035,744 

$ 12,415,212 

$ 12,691,106 

$ 13,766,725 

2.00 

2.00 

2.25 

2.30 

2.50 

.0338 

.0355 

.0421 

.0440 

.0476 

$ 14,810,000 

$ 14,220,000 

$ 14,240,000 

$ 10,640,000 

$ 12,853,000 

$ 8,111,662 

$ 7,866,580 

$ 7,363,885 

$ 6,790,844 

$ 6,363,092 

$ 4.15 

$ 4.00 

$ 3.92 

$ 3.16 

$ 3.48 

$ 51,396,764 

$ 53,404,874 

$ 58,236,502 

$ 68,205,053 

$ 69,293,379 

$ 15,082,027 

$ 19,312,774 

$ 23,521,201 

$ 39,623,569 

$ 39,647,299 

$ 3,234,336 

$ 3,685,825 

$ 3,122,885 

$ 2,238,605 

$ 974,748 

$ 48,123,722 

$ 45,319,466 

$ 45,314,658 

$ 33,122,483 

$ 35,139,666 

14.74% 

14.57% 

15.37% 

11.47% 

12.15% 

$ 64,035,489 

$ 65,188,803 

$ 69,643,813 

$ 73,523,672 

$ 75,726,985 

2.76 to 1 

2.91 to 1 

3.01 to 1 

3.57 to 1 

3.55 to 1 

$ 8,854,900 

$ 11,789,995 

$ 16,915,609 

$ 10,976,279 

$ 10,001,565 

51.43% 

50.62% 

47.91% 

44.73% 

42.12% 


1947 


$270,585,779 

696 

635 

61 


$ 3.78 

.0771 

$ 12,352,313 
2.25 
.0457 


$ 12,620,000 

$ 5,696,590 

$ 3.32 


$ 71,948,644 

$ 39,672,567 

$ 1,280,922 

$ 32,737,593 

12 . 10 % 

$ 73,194,235 

3.27 to 1 

$ 6.372,911 


40.05% 
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Looking Ahead 


. . . the continued 
depends upon the 


growth of your company 
selection of its trainees 


A company to be consistently progressive must 
always be young—in energy, in enthusiasm, in ideas. 
The solid background and knowledge of experienced 
management must be fused with the eagerness and 
spirit of youth. Your Company’s outlook for future 
growth can best be judged by its vigorous program 
of selecting and instructing qualified young trainees 
for future management positions. 

At Kresge’s, there is always room in top manage¬ 
ment for young men who can prove their worth. Re¬ 
tirements and other causes make established positions 
available to other Kresge men who are moving up. 
In addition, Kresge’s steady expansion program, 
which is now more intensive than ever, continually 
creates new management opportunities. So it is 
important that your Company conduct a constantly 
active program of trainee selection and instruction 
in order that management personnel be maintained 
at maximum number and efficiency at all times. 


Your Company realizes that today’s trainees are to¬ 
morrow’s executives. Therefore, every effort is made 
to select and train young men with the utmost care 
and proficiency. 

Trainee Program Is Thorough 

Through personal interviews with store managers 
and field executives, prospective trainees’ retail mer¬ 
chandising qualifications are determined. Detailed 
application forms are then filled out and forwarded 
to Kresge administrative headquarters in Detroit for 
study and consideration. 

When a trainee is accepted, he is assigned to one 
of the designated and strategically located Kresge 
stores which, in addition to their normal operation, 
also provide special courses in management training. 
These courses are conducted by highly qualified men 
who are thoroughly experienced in every phase of 
Kresge’s training procedure. The managers of these 


THERE'S NEVER A DULL MINUTE FOR KRESGE TRAINEES 



Checking and learning essential Creating effective counter displays Discussing merchandise with Buying and maintaining a complete 
facts about incoming merchandise for greater sales volume sales personnel assortment of merchandise 



Planning effective store promotions Discussing sales results with Holding class discussions with As a Kresge manager, a bright 

with manager manager and other trainees sales organization future lies ahead 
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selected "training” stores are men of more than 
managerial ability—they, too, have recognized capa¬ 
bilities in management training instruction. 

Trainee's Future Unlimited 

From his first duty as stock man, the trainee moves 
steadily ahead through every branch of store manage¬ 
ment, under the competent and friendly guidance of 
Kresge’s expert training instructors. And his training 
may require his transfer to other Kresge stores for 
further development. During his entire training 


course, he enjoys the advantages of full cooperation 
and teamwork, of promotions based on his own effort 
and ability, and of unlimited opportunity to advance. 

All promotions are made w r ithin the organization. 
In fact, with the exception of such specialized depart¬ 
ments as legal, real estate and finance, every Kresge 
executive, including the president, started as a trainee 
in a Kresge store. Thus, while your Company looks 
ahead to continued growth by selecting the most 
competent trainees, these trainees can likewise look 
ahead to a future of their own making. 


1 956 ANOTHER YEAR OF MANY PROMOTIONS 


Following its long-established policy of promoting 
within the organization, your Company advanced 
many of its members to higher ranking positions 
during the past year. 

In addition to the promotion of the executives 
shown here to more important posts at administra¬ 
tive headquarters, the following advancements were 
made "in the field”: eight store managers were pro¬ 
moted to superintendents of stores, 16 superintend¬ 
ents were given larger territories, 147 managers were 
assigned to larger stores, and 53 trainees became store 
managers. 

Kresge’s trainee personnel consistently numbers 
over 500. The promotion of more than 10% of them 
to full store management during 1956, clearly 
demonstrates your Company’s practice of rewarding 
young members, too, for work well done. Since 
Kresge is now embarked upon the largest expansion 
program in its history, the opportunity for qualified, 
ambitious young men to make good in this organ¬ 
ization is more promising than ever before. 

During the past year, 108 
men and women celebrated 
their 25th anniversary with the 
Company. This brings to 1,741 
the number of members with 
quarter century service records. 

During Kresge’s Annual 
"Service Recognition Week,” 
an event which was held the 
first week in October, 2,456 
service pins were presented to 
employees with five or more 
years of Kresge service. 



H. E. MERTINS 
—from Buyer to Divisional 
Merchandise Manager. 



CLAUDE M. BOOKER 
—from Merchandise Co¬ 
ordinator to Buyer. 



Clyde o. McAllister 

—from Assistant District 
Manager to Buyer. 



PAUL C. DIKEMAN 
—from Store Manager to 
Personnel Training Man¬ 
ager. 



ARTHUR S. McCALL 
—from Buyer to Divisional 
Merchandise Manager. 



ARTHUR B. FAIRBANKS 
—from Supervisor of Per¬ 
sonnel Training to Direc¬ 
tor of Personnel. 



WILLIAM R. MARSHALL 
—from Store Manager to 
Associate Buyer. 



LEONARD T. WALL 
—from Horticulture Super¬ 
intendent/ Chicago Dis¬ 
trict, to Associate Buyer. 



GILBERT L. MOORMAN 
—from Merchandise Man¬ 
ager, Detroit District, to 
Buyer. 


EARL J. SCHMOYER 
—from Store Manager to 
Buyer. 
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Aggressive Expansion and Modernization 

Program Continued Through 1956 


T the close of 1956, the selling area of Kresge 
stores totaled 6,148,550 square feet, or over 141 acres. 
During the year, actual counter footage was 
increased by 11.9 miles. Your Company’s counter 
space now totals more than 155 miles, the distance 
from Albany to New York City. 

30 new stores were opened in 1956. The continued 
development of shopping centers is reflected in the 
fact that 28 of the new Kresge stores were opened in 
such shopping areas. 24 of the new stores opened 
were of the self-selection, check-out type. Today, 
more than 100 ultra modern Kresge stores are oper¬ 
ating in regional, neighborhood and suburban 
planned shopping centers, both in the United States 
and Canada. 

The modernization and alteration program 
involved 46 stores in 17 states and two Canadian 
provinces. 74 air conditioning systems were installed 
in existing stores as well as in new stores, and two 
stores were equipped with escalators. Further im¬ 
provements were the elimination, in many stores, of 
display show windows, creating visual, see-through 
fronts, and the use of open front counters for easier 
shopping and wider selections. The "dressing up" of 
interiors was accomplished with pastel color effects 
of blue, yellow, pink and green, and the latest 
designs in store and lighting fixtures. 


In 1956, the Kresge Company opened new stores 
in these cities in the United States and Canada: 


Ashtabula, Ohio 
Baden, Pa. 

Bay Shore, L.I., N.Y. 
Bridgeport, Conn. 
Bridgeville, Pa. 
Cincinnati, Ohio (2) 
Davenport, la. 

Flint, Mich. 

Garden City, N.Y. 


Hazel Park, Mich. 
Hicksville, L.I., N.Y. 
Laurel, Md. 

Louisville, Ky. 

Lynn, Mass. 
Minneapolis, Minn. 
Montreal, Quebec 
New Hyde Park, N.Y. 
New London, Conn. 
Old Bridge, N.J. 


Oshawa, Ontario 
Pleasure Ridge Park, Ky. 
Racine, Wis. 

Rockford, III. 

St. Louis, Mo. 

Skokie, III. 

Tallmadge, Ohio 
Toronto, Ontario (2) 
Windsor, Ontario 


Kresge’s modernization and alteration program 
included stores in the following cities: 


Bedford, Ind. 
Belleville, III. 
Boston, Mass. (2) 
Cambridge, Ohio 
Cleveland, Ohio 
Columbus, Ohio 
Concord, N.H. 
Cohoes, N.Y. 

Des Moines, la. 
Detroit, Mich. 
Dubuque, la. 
Easton, Pa. 

Fall River, Mass. 
Fort Dodge, la. 


Hammond, Ind. 
Hannibal, Mo. 
Harrisburg, III. 

Iowa City, la. 
Jacksonville, III. 
Kirkland Lake, Ontario 
Lewiston, Me. 

Mattoon, 111. 
Milwaukee, Wis. 
Niagara Falls, N.Y. 
Omaha, Nebr. 
Ottumwa, la. 
Painesville, Ohio 
Perth Amboy, N.J. 


Philadelphia, Pa. (2) 
Plainfield, N.J. 

Rome, N.Y. 
Sandusky, Ohio 
Sarnia, Ontario 
Sioux Falls, S.D. 
Three Rivers, Quebec 
Toronto, Ontario (3) 
Troy, N.Y. 

Upper Darby, Pa. 
Water bury, Conn. 
Waterloo, la. 
Woonsocket, R.l. 
Xenia, Ohio 



CHECK-OUT TYPE STORE 
. . . where customer selects own merchandise and 
pays on leaving store. (Basket or cart provided.) 
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SELF-SELECTION TYPE STORE 
. . . where customer selects own merchandise and 
takes it to nearby station for wrapping and payment. 























Accelerated Building Program 

Is Planned by Your Company for 1957 








Kresge S 1957 new store building program will 
be one of the largest in your Company's history. 40 
new stores are scheduled to be opened, nearly all of 
which will be located in shopping center develop¬ 
ments. Work on Kresge-owned properties will con¬ 
sist of two new stores and 25 major enlargements 
and modernizations. 

Practically all the new stores will be of the self¬ 
selection, check-out type. They will be air condi¬ 
tioned, and five will be equipped with escalators. 



Modernization and alteration projects will include 
air conditioning of 28 existing stores and the con¬ 
version of 60 to 80 stores to the self-selection, check¬ 
out type. 

The trend in Kresge’s building program will con¬ 
tinue to be the introduction of larger and more 
impressive stores. Whereas the counter footage of 
Kresge stores averaged 700 feet a few years ago, it is 
steadily increasing. Counter footage in stores being 
built today will average over 2,000 feet, and in some 
cases, will exceed 4,000 feet. 

The self-selection, check-out type store contributes 
materially to increased sales area and maximum 
shopping conveniences. Wider varieties of merchan¬ 
dise are displayed, and the efficiency and economy 
of store operation are substantially improved. 


The 1957 building program of your Company calls 
for new stores in these locations: 


Annandale, V a. 
Atlanta, Ga. 
Brandon, Manitoba 
Brooklyn Ctr., Minn. 
Cambridge, Mass. 
Chicago, III. 
Columbus, Ohio 
Decatur, III. 

Detroit, Mich. 

Ecorse Twp., Mich. 
Enfield, Conn. 
Evansville, Ind. 
Farmington, Mich. 


Grandview P.O., Mo. 
Greenburgh, N.Y. 
Hagerstown, Md. 
Harper Woods, Mich. 
Indianapolis, Ind. (2) 
Lincoln Park, Mich. 
Mason City, Iowa 
Massapequa, N.Y. 
Minneapolis, Minn. 
Newton, Iowa 
Paramus, N.J. 
Philadelphia, Pa. 
Pittsburgh, Pa. 


Pontiac, Mich. 

Pt. Richmond, N.Y. 
Rapid City, S.D. 
Rochester, N.Y. 

St. Paul, Minn. 
Springfield, Mo. 
Toledo, Ohio 
Warren, Ohio 
Waterbury, Conn. 

W. Hartford, Conn.(2) 
Wichita, Kansas 
Willowdale, Ont. 


Enlargements, modernizations or alterations are 
scheduled for the following Kresge stores: 


Berkley, Mich. 
Bloomington, III. 
Buffalo. N.Y. (2) 
Champaign, III. 
Chicago, III. 
Cleveland, Ohio 
Detroit, Mich. 
Ironton, Ohio 


Ithaca, N.Y. 
Lancaster, Ohio 
Marietta, Ohio 
Montclair, N.J. 
Montreal, Que. (2) 
Muncie, Ind. 
Niagara Palls, Ont. 
Philadelphia, Pa. 


Pottsville, Pa. 
Poughkeepsie, N.Y. 
Prince Albert, Sask. 
St. Cloud, Minn. 
Watertown, Wis. 
Winona, Minn. 

Val d’Or, Que. 


W Com 


This new Kresge shopping center store in West Hart¬ 
ford, Connecticut, embodies many shopping features. 





New Kresge store in Eastland Shopping Center, Detroit, 
Michigan, will have counter footage of over 3,800 feet. 





Kresge’s downtown store in Chicago, Illinois, will be com¬ 
pletely modernized and will have two additional escalators. 
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